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D uring the spring of 2006, I introduced Furman's first class in entrepreneurship. Or, at least, 
at the time this is what I thought that I was 
doing (more on this later). 
The Department of Business and Account­
ing called the class "Entrepreneurship and New 
Venture Development" and, somewhat instinc­
tively, we announced it to non-majors and majors 
at the same time. Interestingly, the course 
quickly filled with students representing not just 
business and accounting, but political science, 
psychology, sociology, history, computer science, 
art and economics. I viewed this as a very good 
sign of widespread interest in the subject, 
although as a "management scientist" I would 
not rule out some of the alternative explanations 
for class popularit y noted regularly by some 
of my more cynical colleagues. 
In true liberal arts fashion, we spent the 
first two days of the course simply debating 
the meaning of the words "entrepreneur" and 
"entrepreneurship." Having taken 10 years of 
French, I was intrigued by the possibility that 
the word may have been taken directly from the 
French entreprendre, or perhaps as a conjunction 
of the preposition or adverb entre (between) and 
the verb prendre (to take). After researching this, 
I'm still not so certain that we can give the French 
much direct credit. 
What we discovered was that the word seems 
to have first appeared in an obscure, but brilliant, 
economic treatise written by Richard Cantillon, 
an Irish-born financier with a Spanish name 
who lived in France. Although I cannot do 
justice here to what Mr. Cantillon actually said, 
suffice it to say that he attempted to define, in 
an economic sense, the type of person who was 
the driving force of progress. In his eyes, an 
entrepreneur was the bearer of risks that are 
inflicted by changes in market demand. 
In the last 20 or so years, without referring 
directly to Cantillon or others who have written 
extensively on the economic or business aspects 
of entrepreneurship, we have pretty much come 
to the conclusion that entrepreneurs are indeed 
the drivers of change and those who often bear 
the most risk. But what we have also concluded 
is that these "risks" are brought upon us by a much 
broader set of forces than those of the economic 
marketplace. 
Our political and legal systems, our distinc­
tive culture and our society in general seem to 
place demands on us to consider change and 
progress. Those who take leadership roles in 
bringing these changes to fruition are today's 
entrepreneurs. And they come in many forms, 
some as business entrepreneurs and others 
as social entrepreneurs. 
In the broadest sense of the word, 
entrepreneurs are everywhere. They are in every 
indust ry, but they are also everywhere in govern­
ment, throughout the non-profit sector, and even 
in the academic world. Many of these "driving 
forces" have graduated from Furman. Others 
are on campus right now. Still others will arrive 
in years to come. 
To return briefly to the class, we hosted 
a number of local, regional and international 
entrepreneurs last spring. Men, women, business 
people, attorneys, educators, scientists, and social 
and environmental activists visited Hipp Hall 
and related their stories. Some were Furman 
alumni, and many others were friends of the 
university. All of them came with a message 
of excitement, passion, devotion, integrity, the 
need for incredibly hard work, and the will ing­
ness and desire to boldly go where perhaps no 
one has gone before . 
So what exactly did we determine to be the 
key components of entrepreneurship? Two things: 
( 1 )  the recognition of a new idea or opportunity, 
and (2) the means to exploit the new idea or 
opportunity. 
This brings me back to my earlier statement 
about this being Furman's fi rst class in entrepre­
neurship. Many of my colleagues routinely offer 
classes that teach students how to recognize new 
ideas and encou rage ways to exploit them, and 
they do this across the liberal arts disciplines. 
As I now see it, my class simply places a tested 
and current, practical context around the 
subject. Nevertheless, this particular context 
is one that is of considerable value. 
Where do we now head in the area of 
entrepreneurship? The simple answer is that 
Furman will continue to offer classes through 
the Department of Business and Accounting 
and to provide opportunities for alumni and 
friends to teach us and tell of their experiences 
and lessons learned. I'm teaching the entre­
preneurship class again this spring. 
On a broader level, as we move closer to 
the universit y's vision of a community united 
by a sense of creativit y and innovation, I hope 
that we can develop an interdisciplinary focus 
at Furman that ties many of these ideas together. 
Whether we make this happen as part of a broad 
initiative or a concentration in course work, 
Furman will to continue to celebrate the crea­
tivity, innovation and entrepreneu rial qualities 
exhibited by our students, facult y, alumni 
and friends. 
Turn the page for stories of six alumni entrepreneurs 
who were willing to take a risk and become a 
"driving force" in their fields . They are in no 
way the only alumni who have followed an 
entrepreneurial track, but their stories do reflect 
the ingenuity, passion and work ethic that are 
characteristic of the entreJJreneurial spirit. 
Kirk Karwan, who joined the faculty in 2005, 
is Robert E. Hughes Professor of Business and 
Accounting and chair of the deJJartment. He 
holds a Ph.D. from Carnegie Mellon University. 
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When John Boyd enrolled at Furman 
in 1982, he was interested in the university's 
pre-engineering program. He also knew that 
he wanted to start his own business. 
The engineering idea soon fell by the 
wayside, but Boyd's desire to run a business 
remained firm- and today, after early stints 
as an accountant and a stock broker, he has 
successfully fulfilled his dream. 
Boyd is the founder and CEO of TIC 
Properties LLC, a real estate investment firm 
in Greenville that buys and manages commer­
cial properties for investors looking to defer 
capital gains taxes by reinvesting their profits. 
Since completing its first deal in 2001, 
TIC Properties has progressed to the point 
where in 2006 it was 36th on Inc. magazine's 
list of the nation's fastest-growing private 
companies. It has become a leader in 1031 
exchange replacement solutions ; section 1031 
refers to the portion of the federal tax code 
that allows taxes to be deferred for investors 
looking to reinvest proceeds from a previous 
property sale. 
TIC stands for "tenant in common," a form 
of ownership which allows multiple persons 
a deeded interest in a property. Investing as 
TICs helps individuals purchase more valuable, 
higher quality property than they could acquire 
on their own, while affording them the ability 
to diversify their investments. 
Boyd, who earned his accounting degree 
from Furman in 1986, became interested in 
real estate investment while working as a stock 
broker. In 1992 a friend and fellow alumnus, 
Peter J. Manning '81, introduced him to the 
1031 exchange provision. IRS regulations 
issued in 1991 authorized the use of a Qualified 
Intermediary (QI) to facilitate the exchange 
process - and few Qis were operating 
in the Southeast at the time. 
Manning opened and operated a 1031 
exchange company until August of 1992, 
when Boyd acquired it .  By July of 1993, Boyd 
found that he was making more money through 
his part-time work as a QI than he was as a stock 
broker. He left the brokerage to become the first 
full-time qualified 1031 intermediary in South 
Carolina. 
In the early days, the Boyd Corporation 
operated out of his laundry room. But for Boyd, 
the opportunity to do exactly what he had always 
wanted to do -work for himsel f - was worth 
it. As he built the business, he began to 
brainstorm on how to use the 1031 exchange 
to create new kinds of real estate investment 
opportunities. 
Despite several 




Eventually, in 2001, 
he began working 
with Greenville 
attorney Maurice 
Holloway, and after 
a thorough investiga­






came up with 
what they 
believed to be 
a workable plan. 
Next, Boyd found a piece of property 
(in Greenville) and a group of investors willing 
to work with him. The plan succeeded, and 
since closing that first deal Boyd has refined his 
business plan and built his sphere of influence. 
TIC Properties generated $11 million in 
2002, its first full year. At the time this story 
was written, he estimated that the company 
would generate $220 million in revenue in 2006. 
While pleased with the growth of his 
business, Boyd also takes his success in stride. 
As he says, "I've been within 24 hours of 
bankruptcy more than once," alluding to the 
role risk frequently plays in an entrepreneur's l i fe. 
"Things happen, but you bear down and do what 
you have to do. An entrepreneur is a person who 
stays optimistic despite conditions." 
Boyd has much to be optimistic about these 
days, as his company's portfolio includes holdings 
throughout the Southeast and in California, 
Illinois, Missouri, Ohio and Texas. He also 
serves on the Ethics Committee for the Tenant­
in-Common Association, a national group formed 
in 2002 to provide education and information 
and to promote high standards of 
conduct for the industry. 
- JASON STRAN D '04 
To learn more , visit 
www. tic properties. com. 
After graduating from Furman in 1983 
with a degree in business, Jackie Brewton jumped 
immediately on the corporate ladder. Moving 
from town to town, she didn't stay on one rung 
for long. 
Supervisor. Customer services manager. 
Public relations manager. Human resource 
manager. During 18 years with Procter & 
Gamble she held each title at locations in 
Cincinnati, Augusta, Lima (Ohio) and Atlanta. 
Working up to 70 hours a week, she was 
successful, and the money was good. But while 
her colleagues drove expensive cars and pur­
chased pricey homes, Brewton was more frugal. 
She lived in a modest house and drove the same 
car for 10 years. All because she had a plan. 
The youngest of 10 
children, Brewton first 
sensed her true 
calling as a young 
professional in 
Augusta, Ga., 
when she began 
working with 
teen-age girls at 
a church. She 
helped them with 
schoolwork and talked to them about making 
good decisions. The teens were drawn 
to Brewton's energy and personality. To many, 
she was a mentor, a surrogate big sister. 
During a career planning discussion with 
her P&G plant manager in 1995, Brewton was 
asked a standard question: Where do you want 
to be in 10 years? 
"Not at Procter & Gamble," she said. "I  
want to be somewhere making a difference 
in the lives of young people." 
She explained that her life had to be more 
than just "making soap," which is what the P&G 
plant produced. Her manager paused, then 
replied, "I know exactly how you feel." 
After reading The Path, Laurie Beth Jones' 
book about creating and following a mission 
statement for your life, Brewton knew it was 
time to make her move. She began researching 
non-profits and praying for guidance. 
"It was a spiritual decision for me," she says. 
"I felt this was what God had created me to do. 
I was looking for a sign. I thought, 'As soon as 
God gives me a plan, I'm outta here'." 
Soon thereafter, P&G began downsizing 
and offered employees an attractive severance 
package. Brewton saw her chance. She moved 
to the Atlanta area with 1 1  months salary, 
health insurance and stock options. 
And she began attending conferences 
on teen pregnancy prevention. 
She went on to earn certification in non­
profit management from Kennesaw State Uni­
versity. With certification in hand, she founded 
Breaking the Cycle, Inc. 
Brewton initially planned to offer after­
school programs for teens. But her vision began 
to morph into something new after she was asked 
to speak at a PTA meeting about teens and sex. 
Her talk resonated with the audience, which 
included a school superintendent. Word of her 
talent spread, and soon her schedule was filled 
with speaking invitations. 
Although abstinence is Brewton's most 
requested topic, "positive choices" is the theme 
she weaves through all of her talks. She s�ys she 
encourages teen-agers to "delay gratification and 
practice self-control" in their lives. By doing so 
today, they will reap greater rewards tomorrow. 
"Play now and pay later, or pay now and 
play later," she tells them. "Decisions determine 
destinies." 
Weaving thought-provoking quotes, humor 
and powerful true stories into her talks, Brewton 
connects. Before long, the heads start to nod. 
"I love it when it begins to sink in, when 
you see that l ight bulb go off," she says. 
With demand for her message growing, 
Brewton founded MotivationN3D in 2006 to 
provide structure and help market her message. 
While high schoolers are her main target, she 
also speaks to college students and adult groups. 
To date, she has spoken in eight states and 
in Africa, reaching more than 15,000 people. 
MotivationN3D employs one other speaker, 
and Brewton hopes to add more. 
Though her work may lack the one-to-one 
intimacy she once envisioned, Brewton feels 
she is helping to change more lives. "I really 
did struggle with that initially," she says. "It's 
easier to see the long-term impact when you 
are working with a small group for a longer 
period of time. 
"But it's hard for me to see my long-term 
impact when I don't see the students again after 
my presentations. I do get letters and lots of 
positive feedback, so I know that I am making 
them think differently about their choices." 
- JOHN ROBERTS 
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The architecture of the SDI Networks 
complex in G reenville reflects the sophisticated 
youthfulness of John Ludwig '94 and his 
operation. 
The buildings give visitors the feeling that 
they'll receive a warm, inviting welcome ­
the kind of customer service upon which SDI 
Networks (www.sdinetworks.com) relies for 
its success. 
The word successful definitely defines SOl 
Networks. The company was ranked 24lst 
on Inc. magazine's 2006 list of the 500 fastest 
growing private firms in the nation, and eighth 
on a similar list for state companies compiled 
by the S.C. Chamber of Commerce. 
Founded in 2000, SDI (Systems Development 
and Integration) Networks offers businesses a 
variety of technological services, from hardware 
and software integration to network engineering, 
wireless infrastructure and project management. 
The Greenville office serves as corporate head­
quarters, with five other locations in Georgia, 
North Carolina and Tennessee. 
For the employees - many of them Furman 
graduates - the SDI offices provide state-of-the­
art amenities. Neatly manicured outdoor areas 
equipped with wireless Internet offer the oppor­
tunity for a refreshing break, or serve as an 
alternative work environment. Basketball goals 
provide the option for impromptu pickup games. 
At the center of this not so corporate 
environment is Ludwig. One of the only 
members of his family ever to leave the rural 
community of Lincolnton, Ga., he believes some 
of his entrepreneurial initiative derives from 
his childhood on the family farm. 
"The farmer is an entrepre­
neur," Ludwig says. "Back in the 
day, the farmer made his money 
from the land -what he could 
do, what he could sell. It was all 
very entrepreneurial." 
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When Ludwig graduated from Furman 
with a degree in business, he took a job selling 
computer components for a company called BSA. 
At the time the channels for selling computer 
technology were not very refined. Products were 
plentiful and demand was growing, but most 
of the rules for sales were not yet written ­
especially in regard to how to work with larger 
businesses interested in creating networks. 
Ludwig found that he could offer companies 
a variety of services, from business development 
to sales and marketing. Within a year he had 
bought out his two partners in BSA. Before 
long, he says, thanks to "a lot of cold-calling, 
long hours and determination," the business 
had grown to 150 employees. 
When BSA was bought in 2003, Ludwig 
launched his current venture. SDI was the kind 
of company Ludwig sold to while with BSA, 
so he understood how it should be structured. 
"My employees are guided without much 
day-to-day guidance," says Ludwig, who was an 
offensive lineman on the Furman football team. 
"That's really a challenge that a lot of successful 
coaches and a lot of successful business people 
have: Everyone is treated differently, but every­
one is t reated equally." 
He continues, "My talent is taking people 
that are individually talented, individually 
motivated and who can handle autonomy -
which can be a very dangerous thing," he says. 
"I get them into a system and let them do 
what they know how to do. You try to extract 
the hidden talents of your employees so those 
talents can shine." 
Ludwig has also made a name for himself in 
Greenville through his community activities and 
interest in downtown development. In particu­
lar, SDI Networks has a close relationship with 
the Boys Home of the South, a home for abused 
and neglected boys. Because of his professional 
success and civic-mindedness, he received 
the 2006 Outstanding Young Alumni Award 
from Furman at Homecoming in the fall. 
For now, Ludwig is looking to make his 
business "greener," with plans to install solar 
panels in his offices and to purchase hybrid 
vehicles. And he's fully aware that in business, 
"The only goal is to constantly have your finger 
on the pulse of the client. Job security is equal 
to customer satisfaction." 
In terms of his entrepreneurial mind-set, 
he says, "Entrepreneurialism is not so much 
about intelligence or vision, 
but just hard work and 
determination to make 
something happen." 
- JASON STRAND '04 
Twice a year Susan Beatenbough Poletti 
sits down with a piece of yellow lined paper 
and sets goals for her life. 
She achieved one of her top goals of owning 
her own business in 1984, but that has only made 
her work harder to ensure the success of her now 
multi-million-dollar interior design business. 
Poletti, who graduated from Furman in 1977 
with a degree in art, is owner and president 
of Poletti Associates Inc. in Woodside, Calif. 
A furniture dealership, Poletti Associates Inc. 
also offers interior design and space planning 
to corporate and residential clients. 
Last year, as it has been several times pre­
viously, the company was named one of the top 
50 women-owned businesses in Silicon Valley. 
Its corporate revenue surpassed $9 million in 
2006. 
Poletti says she always knew she wanted 
to do some sort of design work. After Furman, 
her first foray was into the fashion industry. 
"As a teen-ager I kept a journal of pictures 
from magazines," she says. "That always excited 
me." 
However, she soon learned the fashion indus­
try wasn't her niche. Her next venture was with 
a residential design firm. Soon Poletti felt right 
at home helping furnish homes and offices for 
clients. 
"I loved working within a budget and under 
deadlines," says Poletti. "I thought, 'This is for 
' " me . 
After a year and a half at the company, 
Poletti was its top salesperson. But one Friday, 
she walked into her office and learned that 
commissions had been sliced across the board. 
She promptly quit, but soon came to see her 
decision as an opportunity, not a setback. 
With two colleagues, Poletti launched a 
company called Corporate Environments in 
1984. She and her partners agreed that they 
would make the company a priority and would 
delay having children for at least three years. 
When the partners split in 2003, Poletti assumed 
the helm of the new company. 
Poletti says that the greatest appeal of 
being an entrepreneur is the freedom and 
challenge of being her own boss. "You never 
get ahead working for somebody," she says. 
"But with your own company, the sky is the limit 
on how much money you can make. If I make 
a sale, I get money. I 'm the one who decides 
what I'm going to make. 
"Entrepreneurs are just driven to do their 
best and get ahead," she says. "We're not 
complacent." 
A critical key to Poletti's success is her 
philosophy toward her customers. "The custo­
mer is always right, even when they 're wrong," 
she says, noting that positive customer feedback 
and referrals have played major roles in the 
success of her business. "Building credibility 
is the hardest part of a startup. You must prove 
yourself and become credible." 
Poletti has extended that attitude to the 
way she approaches a design project. When 
planning a room, she says, her aim is to achieve 
comfort and versatility. 
When she steps back and sees the 
finished product, there's satisfaction not 
only for the customer but for Poletti as 
well. "It's so rewarding to see you've 
done something stylish and creative, yet produc­
tive," she says. 
Poletti, a member of Furman's Advisory 
Council, describes her undergraduate years as 
"the perfect experience for me." And although 
she is now largely focused on the business aspect 
of the company, her art degree still comes into 
play. 
"It gave me a sense of perspective, color 
and design, a flair for layouts," she says. 
Above all, the intense work Poletti put into 
her company in its early years has paid off not 
just in financial success, but in family time as 
well. With her husband, Paul, and 1 5-year-old 
daughter, Mary, she has been able to travel 
the world - the south of France is a favorite 
vacation spot. She's also rediscovered a love 
of painting through volunteer work. 
For Poletti, it just goes to show that you 
never know where your goals can lead you. "I'm 
happy always knowing that anything is possible," 
she says. 
- JESSICA TAYLOR '07 
To learn more, visit www.polettiassociates.com. 
Shannon Simpson Riley '94 has a rare 
characteristic for a chemist: She loathes the lab. 
In fact, Riley does her best work outdoors ­
especially in unpredictable, sometimes dangerous 
situations. 
One venture took her to the swamps of 
Florida to contain a chlorine gas leak. Then 
there was the time she and her team donned 
astronaut-like uniforms and hiked deep into 
the dark Alabama woods to manage a cyanide 
leak near a flaming train derailment. 
"Anytime there's a chemical spill, it gets fun," 
says Riley, the founder and owner of One Stop 
Environmental in Birmingham, Ala. "Those 
situations really get your adrenaline going." 
In case you haven't guessed, Riley is not your 
typical, suburban mother of four - although 
she did give that option a shot. 
Riley, who holds a master's degree in chem­
istry from the University of Alabama, worked for 
two different companies before dropping out of 
the workforce in 1998 to be a stay-at-home mom. 
That lasted about six months. "We needed 
more income, and I just had too much energy 
to stay at home, so with the encouragement 
of my husband [Richard], I decided to start 
my own company," she says. 
With the help of a $60,000 line of credit 
and $5,000 she collected from selling her Ford 
Explorer, Riley purchased air tanks, 
protective equipment and a trailer and opened 
One Stop Environmental in response to the 
area's need for a reasonably priced environmental 
services provider. For the first few years, the 
company operated out of the garage of her home. 
Today, the company employs 40 people, 
has a warehouse and a fleet of trucks, and is one 
of the fastest growing businesses in Alabama. 
In 2006, One Stop- riding a wave of business 
generated by Hurricane Katrina - topped $4.5 
million in revenue. 
Riley cut her teeth in the environmental 
clean-up field as a field chemist and safety officer 
for Emergency Response Specialists in Birming­
ham from 1996 to 1998. She was often one of 
the first to arrive at the scene of a hazardous spill, 
where she would help develop the recovery plan. 
After the owner of the company decided to 
retire and sell its assets, Riley worked briefly as 
a consultant, even helping to pave the way for 
a current competitor to establish a business in 
Birmingham. After turning down a job offer 
from that company, she tried staying at home, 
but when she realized it wasn't for her, she 
founded One Stop, figuring it would allow 
her to generate some income and set 
her own hours. 
As is the case with most startup businesses, 
she faced some turbulent times early. When 
an emergency call would come in, Riley would 
scramble to call friends and relatives to care for 
her small children. She was fortunate that, 
because she and her husband are Birmingham 
natives, she had plenty of options. Once the 
children were set, Riley would then call on off­
duty firefighters to assist with the clean-up. 
Today, in addition to emergency response, 
One Stop contracts with local companies to 
manage and transport hazardous waste. Because 
environmental regulations are becoming more 
complex, Riley explains that many companies 
prefer to outsource environment-related problems 
to specialists. In addition, One Stop provides 
consulting services and offers asbestos, lead and 
waste-stream analysis. 
Riley has also worked to position One Stop 
to receive government contracts. In 2005, the 
company generated about $300,000 in revenue 
from government contracts. That figure rose 
to more than $3 million in 2006. 
While much of the sudden increase could 
be attributed to One Stop's work in removing 
abandoned chemical drums from New Orleans 
following Katrina, Riley says the company has 
laid the foundation to receive more government 
work. Most recently, One Stop was awarded 
a contract by law enforcement officials to 
disassemble all methamphetamine labs 
discovered in Alabama - on average, 
about four a week. 
"The company grew about 200 percent 
last year," Riley says. "We can continue 
that growth through continuing 
to pursue large-scale government 
contracts. There is a lot 
of potential there." 
-JOHN ROBERTS 
To learn more, visit 
www.onestopenv.com. 
After years of climbing the corporate 
ladder, Chris Warner '96 decided it was time 
to take matters into his own hands. 
So in November 2003, he and business 
partner Kush Shah founded directFX Solutions 
in Memphis, Tenn., which today aims to be 
a "one stop shop" for mailing, printing and data 
processing needs. 
Warner and Shah had both been working 
in Nashville for Pitney Bowes Office Systems. 
"I'd acquired a bad taste for the corporate world," 
says Warner. "You have great ideas that people 
don't listen to, and sometimes it gets frustrating." 
He was convinced that he could do better ­
in part because for months he and Shah had 
been meeting over coffee, pondering the possi­
bility of starting their own business. One day, 
they decided to make their dream a reality. 
Warner had learned about the packaging 
services businesses during his time with Pitney 
Bowes and in a previous job with Norte!. He 
believed a mail processing center that would 
serve as a liaison between businesses and the 
postal service could be profitable by offering 
greater convenience, strong customer service 
and lower costs. 
Memphis seemed a logical choice for such 
a business because of its foundation as a distribu­
tion hub and its proximity to many casino chains. 
The city also offered access to Mississippi, 
Louisiana, Arkansas, Alabama and Kentucky. 
Warner (at right in photo) and Shah, a 
Vanderbilt graduate, poured all their energy into 
the startup, realizing that the early years for any 
business are pivotal. They began by renting 
a U-Haul, establishing a small office and working 
tirelessly - even going door-to-door - to get 
their name out to potential customers. 
"We were two men and an inserter," 
Warner says with a laugh. 
DirectFX strives to offer a different, 
service-oriented approach - something 
Warner and Shah felt was missing in the 
corporate sector. 
"We were focused on one-on-one inter­
actions," says Warner. "We knew we could 
bring a better value and take care of our 
customers first." 
At first directFX offered only mailing 
services, but soon Warner and Shah realized 
that they had to be ready to evolve with the 
changing demands of the marketplace. While 
they had previously worked with a private print­
ing service, Warner and Shah decided to expand 
their company's abilities to cover printing as well 
as mailing. The two invested in color equipment 
and dropped the "Mailing" title from their 
original name. 
"Timing is everything in business. You 
need foresight and a willingness to change," 
says Warner, who points out that he and Shah 
are always looking toward the future. 
"If we don't make investments like 
that, other larger companies will. 
We want customers to get the best 
bang for their buck." 
Evidently, the customers 
do. One client with a Memphis 
theatre company told the 
Memphis Daily News that she 
had worked with many mail 
houses over a period 
of 13 years. Now 
that she has found 
directFX, she 
says, "I bless the 
day I was sent 
to them." 
By the 
middle of last 
year, directFX 
was one of the 
top two printing 
and mailing 
companies in Memphis and had accounts with 
many major casinos along the Mississippi River. 
One venture Warner is excited about is the 
company's foray into the Internet. Its Web site 
(www.directfxsolutions.com) allows customers 
to design mailings and enter postage information 
on-line, which speeds the company's ability 
to have their product ready for distribution. 
A history major at Furman, Warner says 
the skills he learned through his liberal arts 
education are quite applicable to his everyday 
decisions. "It strengthens you in any and every 
capacity," he says. 
But even while he studied the Civil War 
at Furman, Warner says he was also an avid 
reader of such publications as Entrepreneur, Inc. 
and Fortune. "It was almost like taking classes." 
Although directFX is just beginning to 
become one of the major mailing and printing 
providers in western Tennessee, the hardest 
part seems to be over for Warner. 
"It's a challenge to open up your own 
business. We didn't realize it 
was going to be as difficult 
as it was," he says. "The 
hardest thing was just 
making the jump." 
- J ESSICA TAYLOR '07 
